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ABSTRACT 
	 Southwest Garden Supplies is a garden centre which is undergoing growth in its sales 
in both of its departments: nursery and bulk garden/landscape materials. With the increasing 
quantity, and sales of plants, the company requires strategic analysis and recommendations to 
improve its nursery operations. Some factors which require improvement are: a lack of enough 
employees, and two, a lack of systematic processes required in the maintenance, and sale of 
plants. Because only family members work at the nursery, and maintain the rest of the enter-
prise, there are more tasks which need to be accomplished than there are hands. Southwest 
Garden Supplies is in the process of hiring new employees, and approximately three new em-
ployees shall commence work in the foreseeable future.  
	 As of now, tasks like fertilizing, efficient watering, weeding, and pruning are not being 
executed in a systematic manner. Therefore, a lot of the plants are not optimally maintained. 
Due to a lack of organization, and time, pricing is a complex matter of hardship. As of now, 
there are minimal price tags placed on plants. Only the administrator in charge of the nursery 
knows the prices. Therefore, if she is not around for whatever reason, the remaining staff do 
not know how to price the plants. During the summer, watering by hand takes a minimum of 
three hours per day, that too after office hours; meaning the family leaves work close to 
9:00pm, only to start again at 7:00am the next morning. This watering process leaves the other 
tasks of plant maintenance incomplete.

	 As discussed, the nursery division of the garden centre needs to be run optimally. The 
purpose of this paper is to undertake research on how the nursery can be maintained efficient-
ly, including how plant inventory can be best managed, and how the administration staff can 
maintain healthy relationships with the new employees. Human resource management will be 
discussed due to the importance of increased employee loyalty and decreased employee attri-
tion. Results/Recommendations shall be made as to what steps need to be taken in order to 
streamline the nursery maintenance processes for the staff, and make shopping at Southwest 
Garden Supplies more fluid, and straightforward.





	 Southwest Garden Supplies Ltd is a business located in South Burnaby, British Co-
lumbia. This is a garden centre which caters to wholesale, and retail clients. Made up of three 
divisions, the products supplied by Southwest Garden Supplies are inclusive of bulk materials 
(soil, manure, bark mulch, gravel, sand), gardening materials (tools, and other necessary gar-
dening materials), and plants (ranging from tree which pass inspections, to a wide range of 
perennials/shrubs/and ornamental grasses). 

	 The objective of this paper is to provide a means by which Southwest Garden Supplies 
can streamline its nursery’s operations. Such operations constitute standard floriculture prac-
tices; which are inclusive of pruning, fertilizing, weeding, and watering. Furthermore, this paper 
will give recommendations as to how Southwest Garden Supplies can use contemporary hu-
man resource management principles to harness healthy employer/worker relations. Further 
recommendations will be made in regarding how to price plants, and put plant labels on the 
different floriculture products sold at Southwest Garden Supplies. 

	 As of now, there is a lack of a robust agenda on when to prune, weed, and so on and so 
forth. Plant maintenance tasks are completed on a priority basis. Staff is busy with the bulk 
material department, and at the end of the day, there is little time left to focus on the nursery. 
Meaning, the most pressing tasks from pruning, fertilizing, weeding, and watering are complet-
ed; rather than complete every task at hand. Recommendations shall be made regarding how 
to physically rearrange its plants, and how to care for them. As of now, plants are placed in a 
semi-structured  format where some of three gallon (pot size) plants are together, two gallons 
are placed together, and etcetera (these plants are organized outside of the greenhouses). 
However, the greenhouses are not strategically organized. To elaborate on what “strategically 
organized” means, plants are not grouped so that plants with similar characteristics are placed 
together.  This lack of batching plants with similar characteristics, makes organizing nursery 
tasks difficult. Benefits of grouping plants with similar characteristics together are that similar 
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plants have similar care requirements. Therefore, rather than cleaning plants randomly 
throughout the nursery, work will be organized into caring for each batch of similar plants to-
gether. Southwest Garden Supplies, other than having a truck driver, is currently maintained by 
only family members. 

	 In summary, by the completion of this project, Southwest Garden Supplies will have a 
set of recommendations, and tools by which the company can improve its nursery products’ 
quality, establish healthy relationships with future staff, and streamline the payment process 




LITERATURE REVIEW/RESEARCH  
Research on Plant Care and Maintenance 
Plant Propagation  







	 4) Young Plant









	 9) Fruiting 

	 10) Seed Dispersal 

 Lay persons may use some aspects of plants interchangeably. However, their definitions 
are distinct. Plant reproduction is called propagation; plant growth is an increase in size; and de-
velopment is a stage in a plant’s life cycle (Brown, 2018, p 35). Annual plants undergo a comple-
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tion on an entire life cycle within a year’s time. There exist hardy annuals, that are resistant to 
cooler temperatures (i.e. marigolds). Some annual like pansies, cannot withstand the cold. When 
Biennials flower (second year), they self-seed and then die. (i.e. carrots, or foxglove).  
 Trees and shrubs can be propagated vegetatively, instead of reproduced by seed produc-
tion. However, other plants need to be reproduced by artificial methods such as taking cuttings. 
Southwest Garden Supplies, though not in great breadth, does undertake growing some plants by 
transplanting. Plants are composed of four main organs; roots, stems, leaves, and flowers 
(Brown, 2008, p 37). Any of these parts can be used for propagation. The methods advised to 
Southwest Garden Supplies in regards to taking cuttings are as follows: 
1) Cuttings can be taken from pieces of the stem, shoot, or even leaves of older plants. The goal 
of propagation is to ensure that roots grow before the shoot. If otherwise, the water supply 
will deplete and the clone plant will die.  
2)  Regarding softwood cuttings, they should be taken in the early morning hours during the 
summer, and cuttings should be taken of only healthy shoots. Softwood cuttings can be taken 
from soft perennials, and climbers. Care must be taken to select only healthy shoots. 
3) Hardwood cuttings should be taken in autumn right after the leaves have fallen. Some exam-
ples of plants that Southwest Garden Supplies sells that can be propagated by taking hard-
wood cuttings, are clematis, ceanothus, forsythia, jasmine, and berberis (Brown, 2018, p. 38-
39).  
4) Rooting hormones quick start the formation of roots. Auxin is the most frequently utilized 
growth hormone; it lasts longer, is the most effective in promoting root systems. There exist 
more than one method of using growth hormones. The first method is “quick dip”. With 
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quick dip, the basal end of the cutting is dipped into a solution of the growth hormone and 
alcohol, from approximately 5 minutes to six hours. The length of time that the cuttings are 
placed into the solution depend on the kind of cutting, the species, how old the tissue is, and 
the concentration of the solution (Brown, 2018, p. 40).  The method of prolonged dip in-
volves mixing the growing medium into alcohol, which is then diluted with water when be-
ing used. It is critical to not use contaminated water at this point. Cuttings are to be soaked in 
the mixture for 24 hours. The third method of using a growing medium is the powder dip. A 
powder which contains the growing medium is used and the cutting is dipped into the pow-
der and planted right after (Brown, 2018, p 40).  
Generally, floriculture nurseries used aged bark mulch as a growing medium.  
Weed Control: 
As with any nursery, weed control is a labour intensive, and cumbersome process. Following are 
suggestions as to how to weed control.  
1) Cultural Weed Control 
Cultural control refers to  good practice, meaning growing plants but at the same time removing 
its weed competitors (without using chemicals). Nursery workers can remove weeds with a small 
fork, and dig the weeds out. There is also an option for steam sterilization, especially in glass 
greenhouses. The use of flame guns is also on the rise. Practices which prevent the buildup of 
dead organic matter, will discourage the growth of weeds that favour such conditions, is also 
recommended.  
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2) Chemical Weed Control 
Caution is needed with chemical weed killers because persistent use may cause resistance. To 
reduce such risk, it is recommendations to make use of crop rotation during chemical weed con-
trol. Chemical weed control methods usually involve a form modified plant hormones which 
regulate growth (Brown, 2018, p. 59). The formula is used to kill dicotyledonous weeds. These 
are weeds that have flowers/leaves that are in multiples of four or five (Brown, 2018, p 17). 
Chemical weed killers (which are forms of modified plant hormones), such as auxin have several 
classifications; they are as follows: 
• Non-Selective: this type of weed killer is not selective, and therefore kills all plants (an exam-
ple is glyphosate). 
• Selective: This weed killer does not kill crops, but will kill the weeds.  
• Contact: only kill the parts of weeds that come into contact with the chemical 
• Translocated: This chemical is absorbed, and then travels throughout the phloem and kills the 
meristem points located in the roots and shoots. Killing large established weeds requires such a 
method. 
• Non-Residual: start to work as soon as they make contact with the weed (an example is 
paraquat). 
• Residual: They remain active in the soil for prolonged periods. This type of chemical is good 
for patios and driveways (examples are sodium chlorate, and dichlobenil).  
• Foliage Acting: Chemicals act by being absorbed through the leaves.  
• Soil Acting: These chemicals are absorbed through weed roots.  
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Plant Water (Brown, 2018, p 110-111): 
Due to the fact that the water system in plants is so interconnected, loss of water in one system, 
impacts the whole system. Below is a simple breakdown of how water travels through a plant. 
1) Water passes through the soil into the plant roots via diffusion 
2) Water makes is through the root hairs via osmosis 
3) Water then crosses the root and enters the xylem…that too via osmosis 
4) Water makes it from the stem to the leaves via the following steps 
 a) Pressure from the osmosis from root pressure; enabling water to travel to the   
remainder of the plants 
 b) Water rises from the capillaries. While the water is making its way up the plant,  
the xylem vessels become narrow. This aids in the upward pressure. 
 c) Water will transpire from the leaves, which results in more water to be pulled   
up from the xylem via osmosis.  
5) Lastly water is transpired or evaporated from the plant leaves into the atmosphere.  
When it comes to watering plants in a floriculture nursery, it should be noted that between the 
hours of 6:00 to 19:00, more water is transpired than is absorbed. Between the hours of 19:00 
and 04:00, more water is absorbed than transpired (Brown, 2018, p. 124). Plant cuttings are to be 
taken in the early morning hours, because this is when the plant from which cuttings are taken is 
most turgid. Taking cuttings when a plant is turgid, increase chances of the plant, and its cuttings 
to survive the cutting process (Brown, 2018, p. 125).  
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 At this point it is necessary to clarify some definitions: Transpiration occurs as water is 
lost via the stomata, in the lower epidermis. Evaporation however, occurs when there is water 
loss from the upper epidermis, the cuticle, and the surface of the soil (Brown, 2018, p 125). 
When soil is dry, it compresses, and expands when it is wet. When watering with an overhead 
sprinkler system, it should be noted that once water starts to leak from the holes at the bottom of 
the nursery pots, it means that the plant root system, which is spread out in the growing medium 
within the pot, is thoroughly watered. As a precaution though, it should be noted that since dry 
growing medium “shrinks, a plant watered with more force than required, may result in water 
passing through the gap between the growing medium and the pot. This will occur before the 
plant is thoroughly moist, and watered. 
Alternatives in Weed Control 
 The above-mentioned discussion on weed control covered the traditional weed control 
methods. However, due to discourse in the horticulture science industry regarding the harmful 
impacts of chemical herbicides, the scientific community is focusing on alternatives to chemical 
weed control.  
 According to Gräbler et al. (2019) thermal weed control, in terms of the application of 
hot vegetable oil, may be an alternative to traditional chemical weed control methods on arable 
soil. Vegetable oil is not usually classified to be a physical or health hazard; this information is 
from the “Globally Harmonized System of Classification and Labelling of Chemicals” (Gräbler 
et al., 2019). As cited by Gräbler et al., Sonnleitner et al., indicate that though vegetable oil is 
rich in carbon, it is low in nitrogen, and phosphorous (Gräbler et al., 2019). 
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 For controlling weeds, 0.1 to 1.0 ml of heated vegetable oil is applied to the weeds (selec-
tively). The oil kill weeds by carrying the thermal energy, and denaturing weed proteins (Gräbler 
et al., 2019). However, in nutrient deficient, and anaerobic conditions, oil can build up, and 
prove harmful to plants. However, when exposed to aerobic soil conditions, vegetable oil be-
comes completely mineralized to CO₂ (Carbon Dioxide), H₂O (water), and other inorganic mate-
rials (Gräbler et al., 2019). It is necessary to indicate that a healthy supply of nutrients is signifi-
cant in the mineralization of oils in the soil. An insufficient amount of nutrients in the soil may 
lead to a decreased rate and amount of oil mineralization in the soil (Gräbler et al., 2019).  
 In addition to vegetable oil, the scientific community is working with essential oils made 
from plants which belong to the Asteraceae family as herbicides (Benvenuti, Clioni, Flamini, 
Pardossi, 2017).  
 According to Isman (2000), essential oils can be applied as fumigants, sprayed directly 
onto the weeds, or in granular form (Benvenuti, Clioni, Flamini, Pardossi, 2017). From the pool 
of volatile essential oils, those that can be produced in high quantities, and exhibit high biomass 
activity are recommended in lieu of chemical pesticides; an example is Eucalyptus (already test-
ed for efficacy as an alternative to chemical herbicides. Though the costs of retrieving oil from 
plants in the Asteraceae are not clear, it is clear, according to experiments in the scientific com-
munity that growing plants in the aforementioned family with the aim of extracting oil, is a vi-
able option for weed control (Benvenuti, Clioni, Flamini, Pardossi, 2017).  
Plant Nutrition: 
	 	  of 12 62
Plants take up nutrients such as carbon, hydrogen, and oxygen from the air and soil water 
(Brown, 2018 p. 225). However, nutrients such as: nitrogen, phosphorous, potassium, calcium, 
magnesium, sulphur, iron, zinc, manganese, copper, boron, molybdenum, and chlorine are taken 
up by plants from soil/growing medium (Brown, 2018, p 225). Nutrients such as cobalt, sodium, 
and silicon benefit plants, however, are not known as essential nutrients. Carbon hydrogen, and 
oxygen are used by plants for photosynthesis, and for making carbohydrates, and proteins. Out of 
the nutrients received from the soil or other growing media, plants use phosphorus, nitrogen, and 
potassium in the largest quantities. Iron, copper, boron, chlorine, magnesium, and zinc are taken 
up in smaller quantities. If these trace nutrients are taken in large amounts, they can prove to be 
toxic (Brown, 2019 p 225).  
 Out of all of the nutrients, nitrogen is most critical. It is likely that there is nitrogen defi-
ciency in soils that are light textured and those that lack organic matter. Nitrogen is used in the 
formation of chlorophyll and protein. Nitrogen is a significant nutrient for plant growth. There 
are however, various forms of nitrogen; most plants prefer nitrogen in the form of nitrate NO₃. 
Ericaceae species however, prefer nitrogen in the form of ammonium NH₄. Another form of ni-
trogen is NO₂, is toxic for many plants. Due to the fact that nitrogen is very soluble (dissolves 
very quickly in water), it renders fertilizer measurements useless; nitrogen leaches out of the soil 
very quickly. Another reason nitrogen levels are difficult to detect is that organic matter also has 
nitrogen, and therefore nitrogen is always being recycled (Brown, 2018, p 233). Approximately 
75% of applied nitrogen is taken up by plants; therefore, nitrogen should be applied in smaller 
quantities, but often. The level of nitrogen is estimated by considering the plant’s previous 
growth pattern, the amount of rainfall in the summer, and soil texture (Brown, 2018, p 233).  
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 Phosphorous, unlike nitrogen is very insoluble. This nutrient has a pH of 6.5 (on the 
acidic side), and, to be precise, it is 70% insoluble. Whenever choice is available, water soluble 
phosphorous fertilizers should be used (Brown, 2018, p 240).  
 Generally, potassium is readily water soluble, and it does not leach easily. Potassium 
helps maintain plant health, and function, and is applied in proportion to nitrogen. Fertilizers 
which contain potassium refer to the nutrient as potash (Brown, 2018 p 241).  
 Magnesium, in comparison to nitrogen, and potassium, is required in an amount close to 
that of potassium. From the trio of magnesium, nitrogen, and potassium, 10% of magnesium is 
required. It is uncommon to find just magnesium fertilizers, because soil is usually abundant in 
this nutrient (Brown, 2018 p 241).  
There are three types of fertilizers: 
 1) Straight Fertilizers only have the major nutrients in them, such as ammonium nitrate 
 2) Compound Fertilizers: Contain two or more nutrients that are bonded together 
 3) Mixed/Blended Fertilizers: These fertilizers are made by mixing two or more   
of the straight fertilizers. 
 Fertilizers are either fast release, or slow release/control release. The fast release fertiliz-
ers make nutrients available instantly, and give instant responses. These fertilizers include those 
that are readily soluble (Brown, 2018, 245). Slow release/control release fertilizers come in 
tablets, powders, granules, or sticks. Nutrients from these fertilizers are released slowly over 
time. There are three types of slow release/control release fertilizers: 
1) Organic Fertilizers: Slow breakdown of organic matter, and the mineralizing which re-
sults from the micro-organisms allow the nutrients from fertilizers to be released. An ex-
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ample is bone meal. These types of fertilizers are best used before planting, and it is nec-
essary for the soil to be moist and warm, so that there is optimal microbial activity 
(Brown, 2018, p 246).   
2) Slowly Soluble Fertilizer: Overtime, as bacteria degrade, and water is absorbed, the nu-
trients become available. These fertilizers do not result in a quick and weak plant growth, 
or leaching; this results in fewer applications when compared to fast release fertilizers. 
3)  Controlled Release Fertilizers: This type of fertilizer is coated with resin or polymers. 
With the aid of water, and temperature, the coat of on the fertilizer slowly decomposes, 
and makes the fertilizer readily available. Temperature is a key player in controlling the 
nutrients release into the soil. An increase in temperature results in an increase in the 
porosity of the resin or polymer coat (Brown, 2018, p 247).  
Ornamental Grass Plant Care 
 When Considering grasses, people normally think of turf grasses. However, there are 
numerous ornamental grasses which prove to be lush and beautiful additions to a soft scape. The 
following is a discussion on the care of some ornamental grasses, which are sold by Southwest 
Garden Supplies.  
 As mentioned by Roe et al, (1992), most grasses prefer full sun, with at least six full 
hours of sunlight each day (Christians, Patton Law, 2017, p 106). A large number of ornamental 
grasses are tolerant of a variety of soils, ranging from sandy to clay. However, if the growing 
medium has too much clay, one should add peat or compost. This modification of soil should 
ideally be undertaken in fall (Christians, Patton Law, 2017, p 106). A lot of ornamental grasses 
are tolerant to diseases and insets. Maintenance can be done in the spring, and it involves, the 
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cutting back of dead leaves, and canes, which grew in the previous season. Though fertilization 
is not necessary, if the growing medium is deficient in either, or both phosphorus, and potassium, 
a fertilizer can be applied (Christians, Patton Law, 2017, p 107).  
______________________________________________________________________________
Human Resource Management 
 Southwest Garden Supplies Ltd is looking to employ nursery field workers. With expan-
sion of its workforce, the employers of the firm must take care to reduce employee turnover, and 
maximize employee engagement.  
 As stated by Amos, and Weathington (2008), person-organization fit is critical because if 
staff feel as if they are a good fit for their work environment, and vice versa, the staff are prone 
to experience positive attitudes and behaviours (Olubiyi, Smiley, Luckel, Meelaragno, 2019). In 
his book “Explorations in Personality, Murray indicates that people have unique needs, which 
they look to be satisfied by their chosen opportunities. Though there is overlap in peoples’ psy-
chological needs (power, ambition, and etcetera), we tend to vary in the importance we assign to 
such needs. Employees indeed seek to have at least some of these psychological needs to be met 
at their respective work environments. An individual’s needs, are exhibited in the person’s be-
haviour (Olubiyi, Smiley, Luckel, Meelaragno, 2019).  
 There are various resources required in replacing employees, and needless to say, hiring 
replacement employees is an expensive process. It is, as cited by Olubiyi, Smiley, Luckel, Mee-
laragnoby De Cooman et al, a necessity to sow the seed of a healthy workplace environment 
which meets at least some of an employee’s psychological needs, early in the employer/employ-
ee relationship (Olubiyi, Smiley, Luckel, Meelaragno, 2019). 
	 	  of 16 62
 There is a model “Attraction-Selection-Attrition” (ASA) model, which incorporates the 
person-organization concept well. The ASA model is to be broken down into three phases.  
 1) Attraction Phase: Potential employees are lured towards organizations which reflect   
some of the same values as the potential employees. 
 2) Selection Phase: Employers seek staff which have relevant skill sets, and similar traits/  
qualities which portray the organizations’ core values.  
 3) Attrition Phase:  This is a reduction in an employer’s work force resulting from  
employees voluntarily leaving the organization.  
 To further delve into how the ASA model incorporates the person-organization fit, the 
ASA model exhibits P-O model when an employer is working on hiring staff. The employer con-
siders whether the potential employee is a good fit with the organization’s values, and needs. 
Likewise, the individual seeking the placement considers whether the organization is fit to meet 
her/his psychological needs. Once hired, the staff/employer continue to work together, to strive 
and nurture the values which helped form the initial employer/staff relationship to begin with 
(Olubiyi, Smiley, Luckel, Meelaragno, 2019). 
 Employee turnover is an established reality. There are certain personality traits which in-
fluence if/when/ or how an employee leaves the workplace. As stated by Him et al., there are 
four states of mind which influence employee turnover; they are as follows: 
 1) The Enthusiastic Stayer: This individual continues to work at his occupation, and is   
very much a loyal, and pleased employee. This individual will continue working at her/  
his job up until retirement. 
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 2) The Reluctant Stayer: This employee will remain at her/his occupation until something 
happens which will remove the obstacles to leaving. This employee stays as long as she/  
he must stay, and is out of the door, the moment the opportunity arises.  
 3) The Enthusiastic Leaver: This employee considers it her/his best interest to leave the   
organization, the person does not want to stay. However, the circumstances as to when   
and how the employee will leave the firm is dependent on other variables.  
 4) The Reluctant Leaver: This employee wanted to stay, however, circumstances are such  
that this employee must leave the job (Olubiyi, Smiley, Luckel, Meelaragno, 2019). 
There are certain characteristics of an occupation which influence whether there will be a high 
turnover or otherwise. They are as follows: 
 1) Stability: This term is defined as the least amount of variation in lifestyle, job security,  
and of course, regular pay cheques. There must be comfort in knowing work schedules   
(hours, weekly, or daily). Working with the peace of mind that there will not be any   
layoffs.  
 2) Friendly Workplace Environment: This implies positive relations with fellow    
employees, management, peers, and customers. The lack of intense stress is to certain   
extents diminished due to positive employee relations across the different levels of   
employees. 
 3) Family orientation: The perception of employees as the workplace being equivalent to   
a family environment. This environment is such that employees do not perceive their jobs  
as formal, rather, that they are amidst friends/family.  
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 4) Flexibility: This is in terms of the work schedule being such that it promotes ability to   
undertake extra-curricular activities such as recreation, going back to school. Flexibility   
also implies being given the opportunity to address family needs. 
 4) Commitment: This is the commitment put forth by the employer to set importance to   
employee welfare (Olubiyi, Smiley, Luckel, Meelaragno, 2019).   
 In summation, it is necessary to understand the dynamics of staff values, and using these 
dynamics in values to see how the employees are best fit in the firm’s workforce. Also, as to un-
derstanding how the organization can best meet at least some of the employee psychological 
needs, in order to minimize employee turnover 
______________________________________________________________________________ 
NURSERY PRODUCT PRICING 
Dynamic pricing is the rapid fluctuating of product prices based on consumer needs. 
However, the profit yielded by such a tactic is heavily reliant on whether a majority of con-
sumers exhibit strategic behaviour (Dong, Wu, 2017). The term strategic consumer encompasses 
those clients that are proactive in their purchasing patterns, and are always forecasting when op-
timal products, can be purchased at the most competitive prices (Dong, Wu, 2019). Strategic cus-
tomers consider whether the price of a product will be a more competitive figure in the future; 
they making quick decisions on the spot regarding whether to purchase or wait (Dong, Wu, 
2017).  
 Another term which is important in pricing is a “quick response system,” which is a 
method by which firms attempt to decrease lead times. This is important because if there is a sit-
uation of stock-out, the firm can replace the original merchandise with an available alternative 
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(Dong, Wu, 2019). This approach helps lessen demand uncertainty, and allows for the gain of 
higher profits during the main season (Dong, Wu, 2017).  
 If a firm’s consumer base is made up of largely customers which are able to wait for low-
er prices, it is recommended that the firm set a lower price in a high value period. This price is to 
be higher than the price set in the lower value period. The strategy at hand will promote cus-
tomers to be at the higher price, higher than the price to be set in the lower value period (Dong, 
Wu, 2017).  
 A special case is when a firm sells a product for the same price throughout the year. With 
this method the price is the same throughout the high level period and the low level period. If 
customers know that the price will not change, this will encourage more customers to purchase 
the product. However, firms using such a method will mark down the price in the second period; 
the strategy is that although the price is lower, there will be that many more consumers purchas-
ing the product (Dong, Wu, 2017).  
 Dynamic pricing works well when the value of the product decreases over time. In this 
situation dynamic pricing will increase revenue (Dong, Wu, 2017). What must be considered 
also, is that consumers are heterogeneous in nature. Where a firm may have strategic customers, 
it will also have myopic customers. The term Myopic implies customers that are not as proactive 
in forecasting future lower/competitive prices of a good (Dong, Wu, 2017). When a price of a 
good is low, it can increase the number to customers which would like to purchase the good. 
Fluctuations in pricing, may increase demand at some points in the year. However, the more the 
firm increases/decreases prices, the more likely it is that the strategic customers will not buy the 
product because this consumer anticipates another decrease in the price at a later time (Dong, 
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Wu, 2017). If there is a very high number of myopic customers, playing the dynamic pricing 
game, may not be in the firm’s best interest (Dong, Wu, 2017). It is concluded by Dong, and Wu 
(2017), that firms benefit the most when all customers are either myopic or strategic. However, 
this is unlikely to be the case because of the great heterogeneity in the consumer pool for many 
firms, and industries. In the regular selling periods, the estimated profit will, at the beginning, 
decrease, and then will at some point lead to an increase in customers that exhibit strategic be-
haviour (Dong, Wu, 2017).  
Pricing Methods 
 From the various pricing methods utilized by firms, the “cost-plus pricing” is the most 
common; this method is also referred to as the “mark-up method”. This method adds the mark-up 
(percentage) to the cost of the material being priced, into order to come up with the price at 
which the product is to be sold (Zentes, Morschett, Schramm-Klein, 2011). Generally, the cost is 
inclusive of the purchase price of the product, and good estimates of the other related costs. The 
formula is as follows 
Mark-up % = (Retail price - merchandise costs)/Retail Price  
 Direct Product Profitability is more precise in that it requires the merchant to compute 
“adjusted per unit gross margins” and then assign specific costs for the product, and lastly assign 
the mark-up. The costs include storage, transportation, handling, and etcetera (Zentes, Morschett, 
Schramm-Klein, 2011).  
 Another pricing method is for a firm to learn what its competitors are charging for the 
same or similar products, and base its prices accordingly (to remain competitive). When an oli-
gopoly exists, a select number of retailers exist, and the account for a very large market share. In 
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such a situation, firms are always keen on determining competitors’ prices for either the same or 
similar products. Firms try not to drop their prices below the competitive “leader,” because then 
that leader will react; this type of price war results in lower profits for all of the firms in the mar-
ket (Zentes, Morschett, Schramm-Klein, 2011). 
 Demand-oriented pricing, occurs when a firm sets its prices on the demand of the prod-
uct. Herein the concept of price elasticity comes into play. This concept is a measure of the re-
sponsiveness of consumer demand when a price has been changed (Zentes, Morschett, Schramm-
Klein, 2011). The formula is as follows: 
Price Elasticity =   % change in the quantity demanded of the product 
    ——-——————————————————- 
                             % change in the price of the product 
Furthermore, there is a concept of cross price elasticity; meaning, how the market demand of one 
product changes, as the price for the first product changes (Zentes, Morschett, Schramm-Klein, 
2011). The formula is as follows: 
Cross-Price Elasticity =   % change in quantity demanded of product B 
                                                            ________________________________________   
   % change in price of product A 
 There also exists the concept of substitution effects, which is usually exhibited between 
similar products. If product A’s price is reduced, consumers will purchase product A over a high-
er priced product B; this is a positive cross-price elasticity (Zentes, Morschett, Schramm-Klein, 
2011). This is when cannibalism occurs: the lowering of product A sells at the expense of product 
B. Promotions may lead to cannibalism (Zentes, Morschett, Schramm-Klein, 2011). Complemen-
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tary effects also exist in product price relations. The concept of complementary effects can be 
illustrated as, a person walking into a store because there is a price reduction in product A; how-
ever, the consumer also ends up purchasing product B. This concept is, negative cross-price elas-
ticity, where a reduction in price of product A brings in more clients, and this yields in increase in 
sales of other products (Zentes, Morschett, Schramm-Klein, 2011).  
 Mixed Calculation, is yet another type of pricing strategy; this is when a product is heavi-
ly advertised at a low price (at the level less than regular profit margins, to even below marginal 
costs) so that it can lure an increased number of clients into the store. The more clients that walk 
through the door, the higher the sales will be for other products. The product that is market at 
break even, or below marginal cost, is a “loss leader” (Zentes, Morschett, Schramm-Klein, 
2011).  
 It so happens that in some cases, the manufacturer will provide the retailer with a sug-
gested price. In this case, assurance must be made that the manufacturer’s suggested pricing is 
“non-binding”. The assigning of a price to a product is ultimately the retailer’s decision. The re-
tailer cannot be coerced into selling its products at a certain price (Zentes, Morschett, Schramm-
Klein, 2011).  
 When it comes to pricing strategies, there are differentiation factors that apply to price 
structure. With a premium price segment, clients are more keen on receiving high quality service, 
and product quality than they are with price. There is also a budget price segment; where stores 
like Walmart, or the Dollar Store strategically acquire a large market share with their very low 
prices. What works well is when a retailer offers different prices for merchandise within the same 
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category. Offering different prices for similar merchandise allows the retailer to capture a larger 
share of the consumer market (Zentes, Morschett, Schramm-Klein, 2011).  
 There is also a strategy of price differentiation which warrants some attention. With this 
pricing strategy, different customers are charged different prices. Price differentiation works in 
the automobile industry, where this practice is standard. Offering students or older adults with 
lower prices, or loyalty programs are examples of price differentiation (Zentes, Morschett, 
Schramm-Klein, 2011). Retailers may also differentiate pricing based on pricing zones. This oc-
curs when customers in one zone are all priced the same for a product or service, whereas cus-
tomers in different zones are priced differently for the same products, and services (Zentes, 
Morschett, Schramm-Klein, 2011).  
 High-Low Policy is a pricing method where the regular price of merchandise is very 
high. The retailer has periods where its products or services are reduced significantly, and these 
reductions are used to advertise merchandise, and have more consumer traffic coming into the 
store. High-Low pricing has two consequences. The first being, customers that would have oth-
erwise bought the item of interest from another retailer, instead purchase the product from the 
retailer undergoing a sale. The second consequence is called “purchase acceleration”. Consumers 
that had planned on purchasing a product at a later date, purchase it sooner because the retailer 
has a sale. High-Low pricing also increases consumption. Furthermore, this strategy can lead to 
store switching, where consumers that are accustomed to purchasing merchandise from one 
store, switch entirely to the store with the sale. (Zentes, Morschett, Schramm-Klein, 2011). 
 The down side to the high-low method is that once the sale is over, the retailer may expe-
rience a period of decreased sales once the promotion period comes to an end. Another negative 
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consequence of the high-low method is that if there are numerous promotions, customers may 
loose confidence in the retailer’s regular prices. A consumer’s reference price may also change if 
there are frequent changes. A reference price is the price a customer is willing to pay for a prod-
uct. The consequence of a customer’s reference price changing is that the customer will be un-
willing to buy a product at is regular price (Zentes, Morschett, Schramm-Klein, 2011).  
 A second type of pricing strategy is the every-day-low price policy. This is when the 
prices remain low and stable over time. Prices which do not fluctuate frequently lead to price 
credibility. The decrease in satisfaction that happens when a consumer buys a product at one 
point in time, but at a later point in time the same product is on a promotion, is avoided with the 
every-day-low price policy. Because there is high price transparency with this every-day-low-
price strategy, it should only be implemented when the retailer has an efficient and low cost 
structure (Zentes, Morschett, Schramm-Klein, 2011). With this method of pricing, the retailer 
must keep the majority of its merchandise at very low prices, and this is something that only the 
most efficient retailers can accomplish (Zentes, Morschett, Schramm-Klein, 2011).  
______________________________________________________________________________ 
ABC ANALYSIS 
 ABC Analysis was originally thought of by Mr. Vilfredo Pareto. He determined, and said 
(more than 100 years ago) that there was a segment of 20% of Italy’s total population which 
comprised 80% of the total property in Italy (Martin, 2016). Pareto’s train of thought was given 
life, and relevance by Mr. Juran in 1940; he came up with the concept of ABC Analysis. The ide-
ology behind this analysis is that it can help sieve out the few very valuable products, and cus-
tomers from the many products, and customers of the firm (Martin, 2016).  
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 There is a sequence of steps required in order to perform the ABC Analysis. These shall 
be worked out below. 
1) There needs to be a compilation of all of the inventory that is kept in stock. 
2) The compilation is then organized into a list which organizes items from those which pro-
duce the most profits. 
3) Each products’ revenue is then divided by the total revenue generated by all of the products. 
This then calculates the percent of revenue generated by each product.  
4) Once the percent revenue is calculated for each item, A B and C categories are assigned to 
the products. 
Category A, is assigned to those nursery items which are the sources of most of the sales; 
furthermore, category C is assigned to items that makes up highest percentage of total items 
but with the least percentage of sales (Martin, 2016). 
 The ABC analysis, Diagram 1, is prepared and presented below. The data are based on 
the numbers of  the nursery plants, and sales figures for Southwest Garden Supplies’s plant 
nursery for 2019. As per the diagram, the category A of plants make up the smallest plant 
category (about 10%) of the total plants that make up almost 80% of the total sales. Category 
B, is the next category of plants that make the next 10% of the total plants with 10% of the 
total sales, and the category C is the last category that makes up about 80% of the total plants 
but makes only 10 % of the total sales. The diagram show that the biggest sales revenue 
(80%) come from the 10 % of the total plants.  
FIGURE 1 
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Diagram 1. ABC Analysis of nursery plants (Southwest Garden Supply Nursery)


TABLE 1 Based on ABC Analysis, following are the Plants that fall in Category A  
Southwest Garden Supply Nursery - Year 2019







0.00 25.00 50.00 75.00 100.00
Items Plant Name Catego-
ry




1 Cedar Tree A 1728 21.30
2 Taxus Yew A 979 36.82
3 General Plant A 408 47.60
4 boxwood A 2085 55.45
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TABLE 2 Based on ABC Analysis, the Following are Plants that Fall in Category B 
5 Maple Tree A 121 61.26
6 English Laurel A 130 66.87
7 Magnolia A 21 69.95
8 Rhododendron A 207 72.01
9 Azalea A 439 73.77
10 Heather A 656 75.47
11 General Tree A 33 77.15
12 General Shurb A 293 78.42
13 Prunus Portuguese A 63 79.40
14 Topiary A 21 80.32
15 Leucothoe A 275 81.19
16 Dogwood A 16 82.05
Items Plant Name Category Units sold Cumulat ive %age 
sale
1 General Ornamental Grass B 212 82.83
2 lavender B 290 83.59
3 Euonymus B 187 84.34
4 Rose B 158 85.06
5 Bamboo Plant B 20 85.72
6 Barberry B 167 86.31
7 Nandina B 95 86.86
8 Palm Tree B 7 87.41
9 Thuja occidentalis Smaragd 
Cedar
B 11 87.87
10 Picea Omorika- Se B 11 88.34
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TABLE 3 Based on ABC Analysis, the Following are the Plants that Fall in Category C 
11 Hydrangea B 46 88.80
12 Ilex B 68 89.26
13 Rudbeckia B 172 89.72
14 Juniper B 35 90.10
15 Ground cover B 274 90.46
16 Pieris Japonica B 82 90.82
17 Pieris B 68 91.17
18 Fern B 73 91.51
19 Katsura B 6 91.85
20 Pachysandra B 119 92.17
Items Plant Name Category Units sold Cumulative %age 
sale
1 Annual C 96 92.44
2 Hibiscus C 7 92.70
3 Sedum C 97 92.94
4 Excelsa Tree C 15 93.19
5 Sarcococca C 89 93.43
6 Hosta C 50 93.66
7 Cherry Tree C 5 93.88
8 Black Mondo Grass C 64 94.11
9 Lithodora C 84 94.31
10 Blue Berry C 41 94.48
11 General Perennial C 59 94.65
12 vegetable plant C 381 94.81
	 	  of 29 62
13 Helleborus C 38 94.97
14 Styrax C 4 95.13
15 Yucca C 22 95.29
16 Ceanothus C 25 95.44
17 Aucuba C 15 95.58
18 Fruit Tree C 7 95.70
19 Thyme C 97 95.81
20 Otto Luyken C 21 95.93
21 Euphorbia C 20 96.04
22 Spiraea C 23 96.15
23 General edible plant C 6 96.26
24 Choisya C 16 96.36
25 Fig Tree C 7 96.47
26 Picea Colorado C 2 96.57
27 Weeping White Pine C 2 96.67
28 Heuchera C 24 96.76
29 Viburnum Davidii C 17 96.86
30 Cornus Eddies White Wonder C 2 96.95
31 Mountain Ash C 1 97.03
32 Potentilla C 10 97.11
33 Iberis C 29 97.19
34 Perovskia Blue Spire C 31 97.27
35 Camellia Japonica C 4 97.34
36 Hebe C 23 97.42
37 Smoke Tree C 1 97.49
38 Malus Flowering Crab C 1 97.55
39 Fagus Purple… C 1 97.62
40 Honeylocust C 1 97.69
41 Alberta Spruce C 7 97.75
42 cotoneaster C 27 97.81
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43
King Edward VII Flowering Cur-
rent C 3 97.87
44 Betula Young W. C 1 97.92
45 Kinnikinnick C 55 97.97
46 helictotrichon B C 21 98.03
47 Flowering Cherry Tree C 5 98.08
48 Gaultheria C 34 98.13
49 Coreopsis C 16 98.18
50 Arbutus C 5 98.23
51 Prunus S. Kwanze.. C 1 98.28
52 Hakonechloa Mac C 8 98.33
53 Persimmon Tree C 1 98.38
54 Bergenia C 10 98.42
55 Sargents Weeping Hemlock C 2 98.47
56 Pampass Grass C 3 98.52
57 Clematis C 7 98.56
58 Arbutus C 1 98.61
59 Astilbe C 10 98.65
60 Salix Hakuro-nishiki C 3 98.70
61 Salix Weeping Willow C 1 98.74
62 Photinia C 3 98.78
63 Echinacea C 10 98.82
64 Laurel C 10 98.87
65 Fatsia C 5 98.91
66 Juniper Blue Carpet C 13 98.95
67 berry C 11 98.99
68 Daylily C 12 99.02
69 Salvia C 8 99.06
70 Graped C 5 99.10
71 Juniper Blue Star C 7 99.13
72 Japanese SnowBell C 2 99.16
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73 Dianthus C 8 99.19
74 Mahonia C 2 99.22
75 Wisteria C 1 99.26
76 Carex Ice Dance C 8 99.29
77 Crocosmia C 7 99.32
78 Liriope Muscari Bi… C 12 99.35
79 Blue Fescue Grass C 12 99.38
80 Huckleberry C 9 99.41
81 Ninebark C 3 99.44
82 Osmanthus Burkwoodi C 3 99.47
83 Birds Nest Spruce C 5 99.50
84 Imperata Cylindri…. C 18 99.53
85 Lilac C 1 99.55
86 Pinus Mugo C 6 99.58
87 Vinca Minor C 28 99.61
88 Spiraea Little Princess C 6 99.63
89 Salix Integra C 4 99.65
90 Japanese Blood Grass C 10 99.67
91 Blue Sedge Grass C 7 99.70
92 Lonicera C 3 99.72
93 Wegela C 1 99.74
94 carex Buchanani C 12 99.76
95 Juniper Blue Chip C 5 99.77
96 Cherry Lapin C 1 99.79
97 Chamaecyparis C 1 99.80
98 Feather Reed Grass C 4 99.82
99 Rosemary C 4 99.83
100 carex oshimensis C 5 99.85
101 Callicarpa C 1 99.86
102 Raspberry C 3 99.87
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 From the tables 1 through 3, it is observed that categories B and C constitute most of the 
plants sold by Southwest Garden Supplies. These findings are in line with the ABC Analysis the-
ory, where most of the plants make up the latter two categories of this analysis. 
103 Skimmia C 38 99.87
104 Iris C 3 99.88
105 Bowles Golden Sedge C 3 99.89
106 Gaura C 3 99.90
107 Kerria C 1 99.91
108 Hinoki Cypress C 2 99.92
109 Beauty Bush C 1 99.92
110 Vine C 1 99.93
111 Hakonechloa All Gold C 1 99.94
112 Pennisetum Red B… C 2 99.94
113 Black Current C 1 99.95
114 Jasmine C 1 99.96
115 Miscanthus, Zebra Grass C 28 99.96
116 Sword Fern C 1 99.97
117 heather, winter C 2 99.97
118 gooseberry C 1 99.98
119 Ajuga C 1 99.98
120 Evergold Grass C 37 99.99
121 Fountain Grass, Burgu… C 3 99.99
122 Phlox Paniculata C 1 99.99
123 eupatorium Atrop C 1 99.99
124 Boston Ivy C 3 100.00
125 Achillea terra C C 3 100.00
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_____________________________________________________________________________
DATA AND METHODOLGY 
 The research undertaken for the purposes of this project was centric to two important as-
pects of the garden centre. One being, how to care for nursery plants, and the second being how 
to run nursery operations, be this regarding labour, or pricing techniques. While peer reviewed 
research literature was used to find novel methodologies on weed control, university texts were 
used for undertaking research on plant care in general. Kwantlen Polytechnic University’s plant 
database (School of Horticulture, 2015) was used as a reliable source for finding information on 
individual plant care requirements. 
 The nursery as of now needs improvement in regards to organizing plants. This will be 
accomplished by the help of the data collected in the literature review. Gathered information will 
be used to determine which plants will be placed where on the nursery grounds. 
 The garden centre is in the process of hiring new employees. What is evident from other 
larger nurseries (those which supply Southwest Garden Supplies) is that labour is difficult to ac-
quire, more importantly, motivating employees is difficult. There is the occurrence of rather tra-
ditional interactions between the employee and the person overlooking employee tasks. There is 
direct supervision, and a rather strict method of supervision; with little flexibility. The research 
undertaken in human resource management, discusses more contemporary methodologies of em-
ployee and supervisor interactions. Such methodologies will help reduce employee turnover, and 
harness healthy supervisor/employee relationships for the nursery in question. 
 Completing research in pricing is essential to for the garden centre in question; which 
caters to both wholesale, and retail clients. Some nurseries sell plants at higher prices, and pro-
	 	  of 34 62
vide a guarantee for the plants, for a certain time period. This way, if a plant dies, and a customer 
returns it, the customer had technically paid around double for original plant. In this case, if the 
nursery gives the customer with the dead plant, a replacement plant for free, the nursery does not 
loose money. Since, customers like guarantees, these help lure customers into the nursery. How-
ever, they fail to realize that technically, a business does not regularly give something to a cus-
tomer at its expense. There is in one way or another, a benefit to the business, in whatever guar-
antee or promotion the nursery markets. The research in pricing will help Southwest Garden 
Supplies optimally price merchandise, and will provide a foundation as to how promotions, or 
related actions should be executed. 
 An ABC analysis was undertaken to determine which plant products of the nursery yield 
the most revenue. This analysis was also undertaken to determine which section most of the 
plants sold at the nursery belong. The ABC analysis is important in knowing what should be 
done to bring more customers into the nursery. Meaning, knowing which plants make up the 
largest category (A, B, or C) versus which plants bring in the most revenue, will distinguish 
which plants lure customers into the nursery from those that are staple revenue earners.  
______________________________________________________________________________ 
RESULTS/RECOMMENDATIONS 
 It is necessary for a nursery to continue on with its operations systematically. The follow-
ing discussion is based on recommendations which Southwest Garden Supplies should ensue in 
order to organize its nursery business operations. Recommendations shall start with direct plant 
nursery operations, and recommendations on pricing, and human resource management will fol-
low. 
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 The first recommendation is to organize the nursery greenhouses in such a way that the 
one gallon plants are in greenhouse number one, two gallon plants are in greenhouse number 
two, and lastly, three gallon plants in greenhouse number three. Since there are more plants than 
there are greenhouses, higher zone plants will be placed outside of the greenhouses, and more 
climate sensitive plants will be placed inside the greenhouses. British Columbia’s climate zones 
are to be used to decide which plants will need to be placed inside the greenhouses, and which 
ones can survive the cold, and will be placed outside. 
FIGURE 2 British Columbia Climate Zone Information. Retrieved from:  
https://www.bcliving.ca/climate-zones 
Zones Climate Range
Zone 0 below -45°C
Zone 1 -45°C
Zone 2 -45°C to -40°C
Zone 3 -40°C to -35°C
Zone 4 -35°C to -29°C
Zone 5 -29°C to -23°C
Zone 6 -23°C to -18°C
Zone 7  -18°C to -12°C
Zone 8  -12°C to -7°C
Zone 9 -7°C to -1°C
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Plant Information Retrieved from Kwantlen Polytechnic University Plant Database 
(School of Horticulture, 2015) 
TABLE 4 Ground Covers (Climatic Zones) 
TABLE 5 Bamboo and Palm Trees (Climatic Zones) 
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TABLE 6 Vine/Climbers (Climatic Zones) 
TABLE 7 Ornamental Grasses (Climatic Zones) 
PLANT 
NAME






PLANT NAME ZONE 
1






























BLUE OAT GRASS X
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PLANT NAME ZONE 
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TABLE 9 Deciduous Shrubs (Climatic Zones)  

















































	 	  of 40 62















PLANT NAME ZONE 1 ZONE 2 ZONE 3 ZONE 4 ZONE 5 ZONE 6 ZONE 7 ZONE 8 ZONE 9
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 It is recommended that all plants which fall under zones 5-9 be placed in greenhouses. 











































PLANT NAME ZONE 1 ZONE 2 ZONE 3 ZONE 4 ZONE 5 ZONE 6 ZONE 7 ZONE 8 ZONE 9
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hardy. Hardy one gallon plants shall be placed outside and beside the greenhouse for one gallon 
less hardy plants (zones 0-4). 
 Plants have requirements as to whether they prefer full sun, part shade, or full shade. 
Plants that have full shade requirements will have to be provided shade. The following tables in-
dicate the shade requirements of plants sold at Southwest Garden Supplies; plants should be 
placed in shade as per their requirements.  
TABLE 11 Groundcover (Sun Exposure)  
PLANT NAME FULL SUN FULL SHADE PART SHADE
BUGLEWEED X




CREEPING MAHONIA X X
PACHYSANDRA X X
LEMON THYME X X
WOOLY THYME X
VINCA MINOR X
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TABLE 12 Bamboo and Palm Tree (Sun Exposure)  
BAMBOO AND PALM TREE 
TABLE 13 Vine/Climbers (Sun Exposure)  
TABLE 14 Ornamental Grasses (Sun Exposure)  
PLANT NAME FULL SUN FULL SHADE PART SHADE
WINDMILL PALM X
BLACK STEM BAMBOO X X
GOLDEN STEM BAMBOO X X
PLANT NAME FULL SUN FULL SHADE PART SHADE
JASMINE X
HONEY SUCKLE X X
WISTERIA X X
PLANT NAME FULL SUN FULL SHADE PART SHADE
FEATHER REED GRASS X X
CAREX LEATHERLEAF SEDGE X X
CAREX GOLDEN SEDGE X X
CAREX BLUE CREEPING SEDGE X X
EVERGOLD JAPANESE SEDGE X X
CAREX ICE DANCE X
CAREX TESTACEA X
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TABLE 15 Perennials (Sun Exposure)  
PAMPASS GRASS X
BLUE FESCUE X
GOLDEN VARIEGATAED HAKONECHHLOA X
BLUE OAT GRASS X
JAPANESE BLOODGRASS X
BIG BLUE LILY TURF X X
BLACK MONDO GRASS X
PENISETUM FOUNTAIN GRASS X X
PENNISETUM RED BUNNY TAIL X
PLANT NAME FULL SUN FULL SHADE PART SHADE
PLANT NAME FULL SUN FULL SHADE PART SHADE
ASTILBE X




HEMEROCALLIS STELLA D’ ORA X
PEROVSKIA RUSSIAN SEDGE X
PHLOX PENICULATA X X
RUDBECKIA BLACK EYED SUSAN X X
COMMON THYME X
RED CREEPING THYME X
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TABLE 16 Deciduous Shrubs (Sun Exposure)  
PLANT NAME FULL SUN FULL SHADE PART SHADE
CALLICARPA BEAUTY BERRY X X
VARIEGATED DOGWOOD X X
RED OSIER DOGWOOD X X
YELLOW TWIG DOGWOOD X X
SMOKE BUSH X X
JAPANESE BARBERRY X
HYDRANGEA CHINESE X
HYDRANGEA HILLS OF SNOW X X
HYDRANGEA MACROPHYLLA BIG LEAF X
HYDRANGEA PANICULATA PEE GEE X
HYDRANGEA PETIOLARIS CLIMBING X
HYDRANGEA PETIOLARIS CLIMBING X
OAKLEAF HYDRANGEA X
KERRIA X X
VIRGINAL MOCK ORANGE X X
NINEBARK X X
POTENTILLA X
FLOWERING CURRENT X X
SALIX-JAPANESE WILLOW X X
LITTLE PRINCESS SPIREA
WEIGELA X X
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TABLE 17 Evergreen Shrubs (Sun Exposure)  







COMMON BOXWOOD X X
HEATHER X
JAPANESE  CAMELLIA X
CALIFORNIA LILAC X
MEXICAN MOCK ORANGE X
WINTER HEATHER X X
EUYNYMUS WINTER CREEPER X X









NANDINA HEAVENLY BAMBOO X
OSMANTHUS BURKWOODII X X
PIERIS JAPONICA X X
PORTUGUESE LAUREL X X
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 While organizing the garden centre in terms of the physical location of plants is critical, 
the garden centre operations are just as important. Herein the term “operations” applies to the 
actual care of the plants. An example is, if cuttings are to be done, with some plants, it is impor-
tant that hardwood cuttings are taken in the fall (after the leaves fall), and softwood cuttings are 
taken in the morning, in the summer months. A hormone should be used, because it quickens the 
process of the growth of the cuttings.  
 In terms of weeding, the cultural weed control is recommended. This particular method 
alleviates the safety issues which go hand in hand with chemical weeding processes. With the 
help of a new workforce, the administration staff of the garden centre, will not need to worry 
about when the weeding will be accomplished, as this will be on of the tasks for the employees. 
Because these are steady employees, the garden centre should not fall behind in controlling the 
weeds. The administrative staff could divide the nursery into three parts, where one employee is 
in charge of a certain area (one gallon plants), and so on and so forth.   
PHOTINIA X FRASERI X X
ENGLISH LAUREL X





VIBURNUM DAVIDII X X
YUCCA X
PLANT NAME FULL SUN FULL SHADE PART SHADE
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 Just as with weeding, there should be a systematic method as to how and when the plants 
are watered. As per the findings in the literature review, less water is transpired between the 
hours 19:00 and 04:00. Store operating hours fall outside of this time range. Therefore, it is rec-
ommended that during peak season hours, plants be watered after 5pm (closing time). As of now, 
there are not sprinklers available to water all of the plants. Once the new employees commence 
work, it is recommended that they help install sprinklers where needed. The plants should be wa-
tered until the pots are thoroughly wet. Due to the size of different plants, the sprinklers will need 
to be on for differing time periods. They will need to run longer in greenhouses with three gallon 
pots, than with greenhouses with smaller pots. Several trials will need to be undertaken to deter-
mine what time range the overhead sprinklers should remain on.  
 As with watering, fertilizing plants is a critical in the plant care process. Care should be 
taken as to there not being a shortage in Nitrogen (in the form of Nitrite). As per the research, 
nitrogen should be applied in small amounts, and frequently. Most fertilizers that Southwest 
Garden Supplies applies, include directions, as to how often they should be applied. Due to lack 
of enough employees, and constraint of available time to care for plants, such directions, at cer-
tain busy times of the year, could not be adhered. However, now that there are an anticipated 
three workers who will commence work soon, it is suggested, and expected that the employees 
will be able to adhere to the fertilizing schedule requirements.  
 All of the aforementioned recommendations fall under operations management; however, 
there is one critical gap in the operations of the nursery at Southwest Garden Supplies. This gap 
is regarding the timeliness of the process of customers knowing prices, and paying for selected 
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plants at the till. The process by which nursery plants are sold is shown and illustrated in the 
flowchart (Figure 3) below: 
 The T stands for transportation time, P stands for process, Q stands for queuing time, and the W 
stands for waiting time. The boxes in pink are the problem areas in the customer purchase 
process. 







 The input of the nursery division’s payment process comprises of the customer selecting, 
and wanting to know the price of plant(s) in order to make a payment; the output is the customer 
having purchased the selected plants. The problem herein is that there are very little prices dis-
played by the plants in the nursery. Therefore, neither the clients, nor the people at the till know 
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what to charge for the selected plants. Therefore, everyone relies on one person, the nursery ad-
ministrator (the only person who assigns, and therefore, know s the prices). Therefore, the entire 
plant selection, and payment process is in the hands of one person 
  When designing a process, certain objectives must be considered. One objective is that 
that a process must be designed in such a manner that it meets the requirements of customers by 
either accomplishing necessary levels of quality/speed, dependability, or flexibility. and cost 
(Slack, Brandon-HOnes, Johnston, 2016, p 211).  
 A proposition to resolve Southwest Garden Supplies’s pricing dilemma (which is not 
unique in the plant nursery industry) is as follows: 
-As mentioned earlier in this paper, one gallon plants will be placed in greenhouse one, two gal-
lon plants in greenhouse two, and three gallon plants in greenhouse three. The order of plants 
will be the same in every greenhouse. Meaning, one gallon azaleas will be placed in the same 
sequence of plants in every greenhouse. This layout is represented in FIGURE 4  
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FIGURE 4 Greenhouse Plant Organization Diagram  
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-In front of each variety of plants, there will be a display sign which will have the plant’s name, 
description, and price (one tag per variety of plants, not a tag on each pot).  
-For the most part, all one gallon plants will be assigned the same price, as will all two gallon, 
three gallon plants, and so on and so forth.  
-When a customer will bring the plant to the front, the person at the till will know that all the one 
gallon plants will cost, hypothetically $17.99. Workers at the firm know the difference between 
perennials, evergreens, and deciduous shrubs. The person at the till will enter “ornamental 
grass,” “perennial,” or “shrub”, into the till depending on the plant, and enter the generic price. 
To further explain, the inputs in the point of sales system will be general names of plants, and not 
specific; hence, “ornamental grass”, and etcetera. Customers will know the description of plants 
based on the display signs placed in the nursery.  
-However, for customers who want specific names on the receipt, there will be a booklet for each 
greenhouse in the office. The booklet will contain each plant’s picture, name, price, and barcode; 
all in the same sequence as the plants will be placed in each greenhouse. The person at the till 
will be able to access specific plant names through these booklets.  
 Clients come into Southwest Garden Supplies, with certain requirements, and expecta-
tions. Some of the common expectations, and requirements are illustrated in the diagram below:  
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As can be seen from the diagram above, one of the more important expectations that clients have 
is the awareness of prices while picking out plants. This expectation can be met with the above-
mentioned recommendations. 
 As per pricing strategy, it is recommended that the garden centre follow the cost plus 
pricing strategy. Which can, in addition to the formula provided in the literature review, be calcu-
lated using the following formula (Coursera Inc, 2019): 
Very important








whether plants are out in the elements or indoors
what other stores are selling 
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FIGURE 5 Cost Plus Pricing Example  
  
 Southwest Garden Supplies experiences seasonality in its business. The busiest months of 
the year range from March to September. Though a significant proportion of the garden centre is 
its nursery, and clients usually garden in the previously mentioned months, plants sell mostly 
throughout the year (given it has not snowed). Clients, especially regular clients,  walk into 
Southwest Garden Supplies expecting every day low prices. As mentioned before, this a business 
which caters to wholesale, and retail customers. However, even homeowners expect low prices, 
that too throughout the year. Therefore, it is recommended that Southwest Garden Supplies retain 
its every day low pricing strategy, especially because it has been working thus far. A second rec-
ommendation is that Southwest Garden Supplies’ administration staff advertise its every day low 
prices in order to attract new customers, be they wholesale, or retail customers.  
 Again, what is unique regarding Southwest Garden Supplies is that this garden centre 
caters to both wholesale, and retail clientele. Though located in the Burnaby South jurisdiction, 
landscapers/contractors come to the garden centre with the expectation that it will be competitive 
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against wholesale nurseries in the Valley. Whereas, homeowners, compare the garden centre to 
contemporary, and well established retail nurseries. With the such a division in its clients, 
Southwest Garden Supplies offers wholesale, and retail prices for its clients; depending on 
whether the clients are business owners (landscapers/contractors), or homeowners. However, it 
must be noted that even homeowners come into Southwest Garden Supplies expecting deals on 
plants. In order to provide a remedy to such a complex pricing system, it is recommended that 
Southwest Garden Supplies offer a two tier pricing system. Meaning, all one gallon plants be as-
signed one price for homeowners, and another price for wholesale customers. This strategy shall 
apply to all of the plants in the nursery. The company will use the cost plus method to determine 
the prices for both tiers of clients. It is also recommended that the cost plus pricing be used while 
keeping the fact that discounts shall also be applied to the regular price of the plants in mind. 
 One of the most cumbersome roadblocks to optimum output in regards to nursery main-
tenance are labour relations. Human resource management is critical in maintaining high quality 
plants, that are healthy and attractive. A well run nursery encompasses high standards in plant 
quality, and nursery maintenance. According to casual conversations with larger wholesale nurs-
eries in the Valley, it has been determined that nursery employees are not motivated, and are sub-
ject to strict and specific supervision. The ways in which employers and employees interact in 
wholesale nurseries are very traditional. Employers want the most output for the least amount of 
cost, be they costs associated with hourly wages, costs of fertilizer or other growing media. The 
employees however, want higher pay with the least amount of possible output of labour.  
 Since there is a disconnect between employers, and employees, it is important to harness 
similar values between the two parties. Southwest Garden Supplies has hired new employees, 
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and their start dates will commence soon. It is important for the garden centre to distance itself 
from traditional employee/worker relations, and adapt a human resource strategy which is more 
contemporary, and efficient.   
 As indicated in the literature review, people have differing degrees as to the importance 
they assign to their certain psychological needs. It is necessary for Southwest Garden Supplies’s 
administrative staff to get to know their new employees’ needs, and create an optimal person-or-
ganization fit. The goal herein is to reduce attrition and create an environment where friendship 
and familial understanding/interactions are harnessed. It is recommended that the new employees 
be offered adequate training in a compassionate manner. The labour force should not feel as if 
they are in a harsh environment where strict penalties follow for even small mistakes (errors in 
carrying out day to day work tasks/activities). The employees should feel comfortable enough to 
admit their mistakes, and also make recommendations they think would benefit the garden cen-
tre. It is also recommended to Southwest Garden Supplies to create incentives for employees to 
increase and continue high engagement. These could include gifts provided to the employees for 
executing a certain amount/degree of work. Another tactic to promote low attrition and high en-
gagement could be to offer random gifts throughout the year. Gifts could be gift cards, or 
coupons; basically anything that the administrative staff deem fit for its employees.  
 Though the discussed recommendations may seem a little mundane to someone who has 
a certain degree of knowledge in human relations in the workforce, they are difficult to enforce 
in reality. One reason being, that these recommendations are outside of the traditional methods of 
employer/employee interactions. The newer discourse on employee/employer relations makes 
the strong thick line which formalizes the roles of the employer and employee as strictly boss 
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and worker, bleed. Contemporary knowledge in the human resource management promotes a re-
lationship between boss and worker to be one of mutual understanding, mutual respect, mutual 
trust, and friendship. Traditional ideologies of how a boss is to treat her/his worker, and how the 
worker is to treat her/his foremen lead to high employee turnover/attrition, as they are not applic-
able to current worker/employee standards. 
 Southwest Garden Supplies for the most part, purchases plants and then resells its plant 
products. Administration, keeps a certain amount of plants in stock as inventory. There is a con-
stant minimal level of plants that are kept at the garden centre. This inventory of plants allows 
walk-in customers to choose from a variety of plants. Those plants that a client (especially land-
scapers and builders with house plans) requests which are not in stock, are special ordered. The 
advantage to having a variety of plants in stock, is that this satisfies walk-in clients, and thus in-
creases revenue. What has proven to be a concern however, is that plant inventory comes with its 
own costs. The plants need to be watered, pruned, and fertilized. As mentioned earlier, there are 
far more plants than there is labour to care for them. However, as three new workers are antici-
pated to start work soon, the quality and care of plants is predicted to improve considerably. It is 
recommended that each employee be assigned a specific part of the nursery division of the gar-
den centre for which each employee will be responsible. Each employee shall fertilize, prune, 
weed, and water his own part of the nursery.   
 As per the ABC analysis used to determine which plants are of most importance to keep 
in stock, administration staff is doing well in keeping A category plants well in stock. The plants 
listed in the tables titles as “Evergreen Shrubs,” Deciduous Shrubs,” and etcetera, largely belong 
to categories B and C. Plants from Categories B and C are those plants which require the most 
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maintenance. Though category A plants are best sellers, and profit earners, plants in categories B 
and C are what attract customers to the nursery. If the quality of category B and C plants is im-
proved, more retail customers shall be drawn to the garden centre. The quality of plants will be 
addressed with new labour. Plants in categories B and C are also those plants which are not ap-
propriately priced. Meaning, the plants do not currently have price labels with descriptions. 
Workers currently face the most difficulty in knowing timely prices for plants in categories B and 
C. With the aforementioned pricing strategy, customers will have timely information regarding 
prices, and plant descriptions.  
 As per the ABC analysis it is very important to know the context of the numbers that the 
analysis produces. This analysis indicated that A category plants produce the most sales. Howev-
er, the context behind this phenomenon is that Southwest Garden Supplies receives far more 
wholesale clients for its nursery department than common retail (homeowner) clients. Further-
more, these wholesale clients by plants that are more likely staples in a landscape garden like 
shrubs, and trees, which comprise category A. Homeowners however, buy more ornamental 
plants. However, homeowners buy in smaller quantities. These plants dubbed “ornamental” make 
up the B and C categories in the ABC analysis. Therefore, where the ABC analysis falls short is 
that although it provides numbers, as to which products are the money makers, it does not pro-
vide a context that explains why these particular products, plant in this case, make up the differ-
ent categories.  
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______________________________________________________________________________ 
Conclusion 
 Southwest Garden Supplies is a family owned and operated enterprise. With little staff, it 
is important to utilize optimal operating strategies so that the most output can be made with the 
limited resources. Compared to other nurseries, Southwest Garden Supplies caters to two differ-
ent clientele. These two client groups have different needs, and expectations. Conversations with 
drivers of plant suppliers to Southwest Garden Supplies have shown that nurseries which supply 
garden centres like Southwest Garden Suppliers are not open to the retail market. Due to the ad-
ministration staff at Southwest Garden Supplies being able to keep costs down (by executing 
labour activities themselves, and other methods), this garden centre has been able to supply a 
wholesale community as well as a retail community. Therefore, Southwest Garden Supplies 
competes in the wholesale market, despite being located in Burnaby. An example to illustrate 
how Southwest Garden Supplies is unique in its position as a wholesaler, and a retailer is that its 
suppliers do not need to put prices on their plants because they only cater to wholesale markets. 
Plants are priced based on size, and wholesale clients do not do physical shopping around the 
nursery premises. Southwest Garden Supplies has clients (builders/contractors/landscapers) that 
call in their orders, and these client thus do not need to shop around Southwest Garden Supplies’ 
premises. However, this garden centre also has a lot of walk-in homeowners. These particular 
customers are pleased to shop at a well ornamented, organized nursery, where prices are easily 
accessible. This paper has been compiled in such a manner, which is aimed at aiding Southwest 
Garden Supplies to streamline its interactions with both wholesale, and retail clients.   
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 The recommendations made herein are basic stepping stones to an improved nursery. 
Once completed, these recommendations will allow for improved customer experiences, and will 
relieve the reliance on just one nursery administrator for prices, and names. Each plant will have 
a specific location, and with time, and training, all staff who interact with clients will know what 
area of the nursery to go to in order to find specific plants. There will be a relief of the bottleneck 
in the payment process, because the staff at the till will know the names, and prices of the plants. 
Therefore, staff will not have to wait for the nursery administrator to come to the office to pro-
vide prices for customer selected plants.  
 It is however further recommended that Southwest Garden Supplies keep a close track on 
how the addition of three new employees, increases costs in terms of salaries. It is recommended 
that Southwest Garden Supplies compare how this increase in expenses will compare to how ef-
fectively the new employees improve the quality of the nursery aspect of the garden centre. The 
administrative staff should also keep an eye on whether the increased quality, and processes like 
decreased time at the till, and accessible pricing increases the number of sales amongst its retail 
clients. Another recommendation is that Southwest Garden Supplies undertake two more ABC 
analyses in terms of plant zoning, and customers.  
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